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Software as a service（SaaS） is a new service model of software application 
with the development of internet and the growth of application software. It offers 
software through internet, changing the traditional model of internal operation into 
license on line. In the worldwide, SaaS industry is a developing industry with 
deepened application models and broadened clients. In China, SaaS industry is in a 
good condition of recovered economy, policy and technology support. So the 
industry is about to grow rapidly and forms an open competition condition. For a 
domestic enterprise in SaaS industry, to win is to grow fast and have a high market 
share. Improving the level of sales teams by Performance Management is an 
important measure of improving the operation level of the whole enterprise. The 
study is to come up with practical plans for domestic enterprise in SaaS industry 
through analyzing the Performance Management of SaaS industry and conclude a 
scientific way of sales teams’ Performance Management of domestic companies to 
enhance competitiveness. 
The study reviews the relative theory of Performance Management five stages 
and analyzes the difference between Performance Evaluation and Performance 
Management. Based on the theory, the study analyzes the problems in Performance 
Management of S Company by studying the condition of Performance Management 
five stages in S Company. After objective description, the study comes up with the 
improvement plans of Performance Management on the basis of the Performance 
Management five stages and further concludes the main conclusion of the essay. 
It is believed that the clerks in S Company are young, with low educational 
attainment and easy to resign. Performance Management in S Company still remains 
at Performance Evaluation stage, which is not beneficial for clerk’s career and the 
improvement of Performance Management in the company in future. Take the 
demand of S Company for development into account, it is suggested that the 
company should build a Performance Management system, stimulate the clerks to 
improve performance and promote the development of the company through making 
performance plans, communicating continuously, evaluating objectively, having 















companies in SaaS industry, the conclusion also makes sense to other domestic 
companies. Hope that domestic companies could strengthen the Performance 
Management of sales teams and become the market leaders by seizing the industry 
opportunity.  
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软件运营服务，英文为 Software as a service，简称 SaaS，直译过来的意思
为“软件即服务”，是通过 Internet 交付和使用软件的模式。它把传统上软件由
客户内部运营的模式转变为在线租用的模式。在传统的产品模式中，软件产品
交付给客户后在客户内部的 IT 系统中进行安装、实施、运营及维护；而在 SaaS
模式下，软件以托管的方式由 SaaS 服务提供商运营维护，客户通过 Internet 租
赁并远程使用软件，通常按订购的功能模块、License 数量和时间长短向厂商支
付租赁费用。软件以及软件赖以运行的 IT 基础设施的所有权属于 SaaS 服务提
供商，客户仅在租赁的期间内拥有使用权。①软件运营服务的市场细分，如表 1。 
 













规模同比增长仅 3.2%，而 SaaS 产品由于其独特的交付方式降低了企业信息化
建设成本，经济衰退的大背景反而成为其大力拓展的机会。同比 2007 年，全球
SaaS 产品销售增长率达到了 17.4%，远远高于软件总体市场的增长幅度。事实
                                                        






















项目 传统软件 软件运营服务 


























表 3：各传统软件厂商推出的 SaaS 产品或战略 
传统软件厂商 推出的 SaaS 产品/战略 
微软 “S+S”战略 
Oracle On demand 
SAP Business ByDesign 
IBM Lotus Notes Hosted Messaging 托管服务 
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